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1
1.	Assume you recently received a contract as the sole Software Value-Added Reseller in a State (serving that State and its cooperative partners). Further assume: the State has multiple state agencies and multiple municipalities using that State’s contract; the State and cooperative partners have separate volume license agreements and existing perpetual licenses; the State has an existing contract with a personal computer (hardware) provider which provides equipment already loaded with basic distributed software products.  
· DESCRIBE the actions you would take to establish yourself as that State’s SVAR, with the central procurement office, and with individual using entities (e.g., a state agency and a coop partner such as a city).  
· DESCRIBE how those actions may be modified if your contract were the first SVAR contract for that State. 
· DESCRIBE your outreach to State and Cooperative Partner users.

PC Mall Gov is an industry leader in direct marketing of IT products to government and education. In addition to the “Knowledge is Power Campaign” outlined below, we are willing to capitalize on the processes and resources already in place to help promote the contract. We have an assigned Business Development Director State, Local and Education whose responsibilities are to support and promote the contract and ensure that our sales team has the resources needed to meet the needs of the contract’s eligible users. The SLED Business Development Manager and (PCMG) THE STATE Program Manager will work closely with the THE STATE team to keep the contract up to date with current products as well as implement activities that will maximize utilization of the vehicle. We view our relationship with THE STATE as a working partnership. We are committed to continuing to carry forward the THE STATE mission and serving THE STATE’s user community.

PCMG is prepared to use its proven expertise to promote the contract to all eligible users during the life of the contract. Our approach will incorporate strategic and tactical elements to ensure maximum awareness of the vehicle as well as ongoing promotion of products. A combination of the following elements will form the foundation of promotional success:
· Effective data mining to clearly target customers
· Education of Sales Force
· Effective implementation of marketing vehicles
· Compelling messaging
· Product availability 
· Tracking of customer activity
· Customer Feedback/Satisfaction Surveys
PC Mall Gov will use an integrated program of these proven approaches to promote the contract:
PC Mall Gov.com— PC Mall considers itself a leader in Internet e-commerce innovation and will continue enhancing its leadership position on the Internet. The PCMallGov.com site serves as a premier destination for the government market to gather pertinent information on quality products and services offered at PCMG. This site includes home pages applicable to the federal, state, local, and education markets, with a complete listing of contracts. Additional features of the site include tradeshow calendars, product availability, online purchasing, and order tracking.   
CAP Sites— PCMG maintains and operates an extranet for its corporate and government customers, called “Corporate Access Pages” or CAP sites. From the PCMallGov.com web site, government users will be able to access a personalized CAP site. This CAP site will provide users with contract-specific product pricing, availability, and same-day order processing, with next-day delivery of products. 
Mailing Lists— PC Mall maintains a proprietary list of approximately 7.7 million names of previous and potential customers. This database is continually analyzed to target customer types and increase response and purchase rates. PCMG is prepared to use these existing mailing list management approaches to establish a mailing list, and send e-mail newsletters (if THE STATE allows), applicable to the Microsoft contract. 
Catalogs— PCMG delivers top quality products through its distinctive full-color direct response catalogs (PC Mall, PC Mall Gov, and Mac Mall). Key vendors have agreements to provide market development funds to PCMG, whereby those vendors fund portions of the cost of catalog publication and distribution based upon the amount of coverage given in the catalogs for their products. 
Sales Force— PCMG offers dedicated account executives. Currently, PCMG has a team of account executives dedicated to THE STATE. This team is located in Torrance, California. These account executives undergo an initial three-month training program focusing on use of PC Mall’s systems, product offerings, and networking solutions, sales techniques, phone etiquette, and customer service. Sales executives also attend frequent training sessions to stay current on new products. PCMG account executives are supported by in-house customer service and technical support personnel.
Brown Bag Product Webinars/ Technology Refresher Information Sessions—Using in-house technical expertise as well as our manufacturer partners’ resources, PCMG offers a variety of content rich information sessions. These sessions are designed to provide updates to customers on specific contract issues/changes, new product launches, as well as customer education on information technology topics such as server consolidation, distributed print management, energy conservation, Continuity of Operations, and Network security to name a few. The sessions are online conferences/ webinars and last from 30 – 60 minutes and are typically scheduled as Lunch time learning sessions, thus the “brown bag” concept of bring your lunch & learn!
Shows & Events—regional and in-agency tabletops and tradeshows play an important role in contract promotion. PCMG participates in a variety of these events to develop customer relationships, promote contract vehicles and merchandise our products and services.

The Contract Marketing Plan

PCMG, as the contract holder, would provide the following marketing in support of this contract:

Contract Launch Announcement Webinar Conference 
Upon award of the contract PCMG can set up a Contract Launch Webinar and invite all eligible STATE Contract customers to attend via Conference Call/Webinar. The objective of the call would be to inform and education potential contract users on the award, the products and the important Points of contact.  

Knowledge is Power Campaign

1.   “Making an Informed Decision: A Program Information Tool Kit from PC Mall Gov -- Comprehensive Program/Product information guide to promote an informed purchase decision.  This kit would include:

· Description of the contract and the products awarded as well as the manufacturers included.
· Why using the WSCA contract benefits their organization over other procurement options
· Information on placing orders in accordance with the required process.

2.      Knowledge eNewsletter - Contract specific email marketing, with double opt-in from subscribers, will be done on a regular schedule to communicate product updates, contract information as well as upcoming events. These electronic broadcasts will service as a strong element of awareness and information dissemination for the contract.

3.	Quarterly Product/Application Brown Bag “Webinars.”  Promoted via e-newsletter and on our website, these sessions would be hosted by PCMG and designed to be a real world “in the classroom” instructional session on using specific contract products in customer environments. The intent of these sessions would be to offer methods for integrating the technology into the organization. Subject matter experts from Manufacturers, the educational community, State & Local Associations/ Agencies or industry would be presenting the material in an on-line conference/distance learning setting. Further, presentation/materials would be provided to customers for posting, should it be desired, on their web.

4.    	New Product Introduction Events: “VIRTUAL UPDATES” PCMG would join together with the manufacturers to set up online conference sessions for Contract users to be introduced to new products as they are announced. Additionally PCMG would partner with the participating States to structure an early order/new product promotion to members who participate in these sessions, if desired. 

5.    	Participation in regional IT shows and events:  Tabletop and IT showcase events will be coordinated in select locations. Throughout the months following the award, PCMG will participate in shows and events, as available, to promote the contract, our partnership with WSCA the participating States and the WSCA mission in general.

6.	Contract Landing Page - A unique Contract landing page will be available upon Contract award and will feature contract information, ordering instructions, and a “what’s new” section to announce new product introductions. Additionally this contract portal will also display an upcoming events section to communicate shows we will be participating in, our Quarterly Brown Bag Product Webinars and Virtual Updates Technology Refresher Information sessions.

7.   	Ongoing support and promotion of WSCA mission and our Contract through advertising in government and educational publications, newsletters and professional organizations that target eligible participating State Contract users. Offers of product specials, quality classroom instructional materials, “tips & tricks for using contract products,” and other informational content such as white papers for posting on websites are just a few examples of what might be provided.

PCMG has a dedicated Account Teams already in place to support customers in the participating States. Our sales managers, account executives and product specialists will respond to customer inquiries, provide guidance, and ensure overall customer satisfaction by monitoring the accurate fulfillment of orders. We realize that quality service to our customers requires excellence from the early stages of a program through fulfillment. PCMG currently accepts inquiries including requests for quote and orders via phone, e‐mail, fax and e‐procurement portals. PCMG provides a toll‐free phone number, which is available to the State’s eligible contract users Monday through Friday 8:00 AM PST – 5:00 PM PST. An extensive PCMG contact information list will be made available to the State’s eligible contract users including telephone numbers, e‐mail addresses and the PCMG 800 Customer Service Center number. Customers can expect the dedicated Account Executives to be available during those normal business hours. All support issues will be handled within two (2) hours of the time a call is placed if the Account Executive is unavailable. PC Mall Gov sets two (2) hours from placement of first call as our standard response time to initiate all customer service issues.

PCMG commits to:

· Dedicated Account Manager & Back Up
· Toll free phone number for ordering and support ‐ (800) 625‐5468
· Dedicated email address for ordering and support (i.e. WSCA.Software@pcmallgov.com)
· Updated software pricing ‐ 5th business day of each month for major suppliers
· Hours of Customer Support‐ 8:00 AM PST – 5:00PM PST
· Call Back for all support issues‐ two (2) hours from receipt of call
· Assistance with Enrollment Paperwork
· Order Processing‐ within twenty four (24) hours of receipt
· Confirmation email of all orders processed ‐ including PO number and PCMG order number


2.	Contractor is required to provide a website for each participating state. Describe the website you would establish for a State and that website’s functionalities or special features. You can supplement this response with illustrative page shots (no more than 10) from one of your existing websites. Please address, at a minimum:      
· Home page appearance and information
· On line tutorials 
· Product catalog (include searchable fields, which products you would include, how VLA information is provided)
· Links
· Downloadable standard reports, if any. Include how information is controlled and sorted (e.g., how can Tempe, AZ obtain only their information, how can Procurement Officer of contract obtain a purchasing profile for users and volume in State).  
· How website is monitored, kept current and accurate

PCMG is experienced posting both static catalogs as well as punch-out and has numerous successful Arriba implementations in use presently. Our process has been streamlined to the point that we are able to complete an implementation in as short as 10 business days. The timeframe to implement is largely dependent upon the degree of customization required by the customer.

PCMG provides its government and education customers one of the most comprehensive software offerings in the industry, which includes products from over 1000+ software publishers and supports the licensing programs of over 400 volume licensing vendors. Additionally, we offer organizations the most comprehensive software licensing solutions from Microsoft, Adobe, Symantec and many others.

E‐Commerce Capabilities

PCMG currently hosts many integrated B2B sites for large customers such as the World Bank, GSA Global Supply, and the State of Virginia (VITA). We currently offer two different types of sites, totally dependent on the customers’ needs and capabilities.

eProcurement sites are suited to customers who utilize their own custom or purchased procurement system, but want support for user authentication as well as order placement. Most customers using eProcurement are on systems such as Ariba, Oracle iProcurement, SAP, CommerceOne, etc…  The benefits of customized e‐procurements sites:

· Hot Links to Manufacturer Sites

For current product information

· Specific Pricing Information

The e‐procurement site will supply, at a minimum, Part #, product description, OEM part name and number, and the WSCA contract price. To provide the best product pricing to all of its customers, PCMG regularly aggregates orders and, based upon those orders, negotiates better product pricing from manufacturers and suppliers. In addition, when presented with a large, aggregated, specific product order from a Participating Public Agency, PCMG will negotiate with the manufacturer, on behalf of the agency to obtain further volume discounts.

· Online Quotes

Customers can simply build an order that is being considered, and the system will furnish a quote for internal requisition processing.

· Order History and Tracking Information

A customer may visit the e‐procurement site at any time and see their order history and current order status.


Corporate Access Pages

“CAP” sites are suited to customers who do not currently have their own workflow based procurement system. These sites provide integration for both, authentication of users and order placement, but are specifically designed to allow customer to set up workflow for support of their purchasing approval process based on both dollar threshold and user. 

CAP sites allow users to order directly from the web, track their orders and maintain a history record of ordering activity. Orders can be directly placed on the e‐commerce site. Instructions on how to place orders through the contract will be detailed within this site. A listing of support team members will be available with all contact information including name, email address, telephone and fax numbers. This site is provided at no additional cost and provides:


Reporting and Tracking

Through a CAP site, customers have complete access to order tracking online. All purchases made at PCMG can be tracked on monthly purchasing reports and we provide quarterly reviews of license‐purchasing patterns. This makes annual true‐up more predictable and enables adjustments during the year. And of course we’ll provide renewal reminders so customers are always in compliance.

Order Status and History Reports

Purchases can be effectively managed with the customizable order status and history reporting tools at a CAP site. Our customers can search on any criteria and download information in different formats for analysis. A CAP site provides real‐time order status with the ability to check on deliveries by their tracking numbers.

Requisitions and Quotes

With a CAP site, there’s no need to duplicate purchase requisitions every time a purchase is made because requisitions and quotes can be instantly converted to orders at any time.

Secure Log In

To guard against credit card fraud and to protect critical information, we employ the latest Secure Sockets Layer (SSL) encryption technologies in all areas where personal data is required. Password‐protected accounts keep outsiders away from key information and, foradded security, our Web site is certified by Verisign.

Customized Pricing

CAP sites reflect each organization’s pricing structure including Volume Pricing Agreements and special pricing programs from manufacturers. Customers will always receive the most competitive pricing even when they are ordering online.

Customized Access Management and Site Features

PCMG lets customers automate the purchasing approval process through their CAP site. Customers decide which members of their staff will have CAP access and set their levels of permission to view prices and place orders. Our sophisticated and flexible management tools allow the customer to allocate permissions to groups or individuals in the manner that best fits their needs. The site can also be customized to put a focus on the products that are most important to the specific organization.

Easy and Quick Access of Your Account Executive

A CAP site is designed for the customer’s convenience. But there is always access to the personal Account Executive with their attention to detail, responsiveness, solid product knowledge and professional dedication. They remain the primary point of support for all requests whenever a customer needs assistance.

Employee Purchasing Program

Through customized CAP sites, everyone in your organization can shop for hardware, software, home electronics and more. The Employee Purchase Program allows your members employees to receive pricing and discounts when they are doing their personal shopping.

· CAP Site Features:

· Order status and history
· Customized pricing
· Fast and easy requisitions and quotes
· Access to frequently purchased products
· Serial number tracking
· Secure log‐in and password protection
· Customizable access management

· CAP Site Benefits:

· Place and track orders at the customer’s convenience
· Maximized volume savings for the customer’s organization
· Easily convert product requests to orders
· Save time with fewer searches
· Simplified tracking of assets and purchases
· Online protection with tiered access control
· Automated purchasing authority levels
· Employee Purchasing Program

CAP sites are developed using latest .Net technology and are currently maintained by qualified developers having expertise in various database and web technologies. Support Staff is on call 24x7 to support any issues bank might experience. All development and publishing is managed through a Change Control Process that is Sarbanes‐Oxley compliant resulting in a controlled environment for publishing of changes.  Custom Web pages are currently in place and management for over 3000 PCMG customers. Maintenance of the CAP site is the responsibility of the Account Management Team. Our web site can refresh automatically on a predetermined schedule as frequently as hourly, if desired, to take advantage of up to the minute cost savings as our purchasing professionals negotiate special purchases, or as manufacturer pricing changes occur.


3.	Describe your method for tracking software licenses and ensuring that Participating Entities (PE) receive timely notifications of renewals or are advised of volume agreements opportunities or vulnerabilities, etc.  Please address, at a minimum:  
· The standard sort-able data fields you establish for these records
· The information you track on behalf of Participating Entities.  
· How reminders of significant dates or volume plateaus are triggered and how your organization, as a partner with a PE, works with the PE to ensure no deadlines are missed or opportunities unexplored.  

PCMG’s Software License Asset Manager (SLAM) is a proprietary tool available at no charge to our customers with CAP sites. The two components of SLAM are a tool for contractual licenses and the license purchase tracker. The SLAM tool for contractual licenses supports Microsoft Enterprise Agreements, Open Value Licensing and Microsoft Select; Computer Associates Master License, Open Licensing and Government License programs; as well as Adobe’s Contractual License Programs (CLP), Open Options and transactional License Programs (TLP). SLAM is agreement‐driven and will track purchases under a specific agreement, calculate points, and send out reminders one, two or three months before an agreement expires so that you won’t have to worry about compliance issues.

The license purchase tool in SLAM can keep track of all your license purchases from PCMG for every vendor. This online tool shows all license purchases from the last three years, including which licenses are currently active. Just like with the contractual license tool, reminders will be sent 30, 60 or 90 days before a license expires. Both the license tracker and the contractual license tools allow you to upload purchases from other resellers so that you can see your license inventory in one place and manage it all in real time. Reports can be run from either tool and can be automatically sent on a regular basis or forwarded to anyone you choose in your organization. All licenses are inventoried on the customer’s site managed by the administrator assigned to each enrollment by the individual customer. PCMG and our license specialists will work with the administrator to ensure accuracy. The following information is captured and available to authorized users within PCMG’s CAP/SLAM order tracking system:

· Agreement Issue Date
· Agreement Expiration Date
· Order Number
· Order Date
· Line Number
· Manufacturer Part Number
· Product Name
· Quantity Ordered
· Points
· License Pool

These reporting tools are available online 24 hours a day, seven days a week and have been designed not lonely to help save customers’ time and money, but also to support legal compliance with the software owned as well as maintain control over the licenses and physical software copies. PCMG’s CAP/SLAM system is extremely user friendly and can be administered at the account level. All functionality is menu driven and selections are intuitive. Navigation is done through drill‐down menus and radio buttons using standard terms and descriptions. All PCMG account executives have been trained on the system and are able to assist with questions or issues as they arise. Additionally, individual or group training can be scheduled to provide education and instruction as necessary at no charge. Most users require little or no assistance and operate independently once set up.  The SLAM tool for contractual licenses supports Microsoft Enterprise Agreements, Open Value Licensing and Microsoft Select; Computer Associates Master License, Open Licensing and Government License programs; as well as Adobe’s CLP, Open Options and TLP. SLAM is agreement driven and will track purchases under a specific agreement, calculate points, and send out reminders one, two or three months before an agreement expires.


4.	Describe standard reports which you can generate for a PE (other than downloadable reports addressed earlier) and provide sample reports as examples. Describe and provide examples of Optional Reports which you could provide and provide pricing in the Offeror – Pricing attachment.

PCMG can provide many different types of reports for the State and the authorized contract users on a monthly or quarterly basis. These reports may have a very detailed format such as when the order was placed, purchase order number, sales order number, shipment date, manufacturer part number, product description, quantity, unit price, extended price, bill to and ship to information, order shipment status etc. PCMG provides similar reporting on several of our large federal IDIQ contracts as well as many state and local contracts. The information provided is pulled directly from our business systems. This integration of systems ensures that our quotes match our orders; that our invoices match customer purchase orders and packing slips; and that shipping information is accurate. PCMG will submit all required sales and usage reports as required by the software publishers. Typically these reports are submitted by EDI feeds.  


	[bookmark: RANGE!A1:O10]Cust No.
	Company
	ShipTo Address
	Order #
	Ship Date
	PO#
	Status
	Mfr Part
	Mfr
	Description
	Qty
	Unit Price
	Total Price

	12345
	State of AZ
	1234 Main St
	S5631922
	1/1/2011
	420811
	Shipped             
	9701-0108nr1
	AUTODESK 
	AUTOCAD 2010 SUBSCRIPTION RNWL 1Y  
	27
	 427.52 
	 11,543.04 

	12345
	State of AZ
	1234 Main St
	S5631922
	1/1/2011
	420811
	Shipped             
	9701-0430nr1
	AUTODESK 
	AUTOCAD CIVIL 3D 2010 SUBS RNWL 1Y 
	62
	     945.29 
	 58,607.98 

	12345
	State of AZ
	1234 Main St
	S5631922
	1/1/2011
	420811
	Shipped             
	9701-0219nr1
	AUTODESK 
	AUTOCAD MAP 3D 2010 SUBS RNWL 1Y   
	81
	     565.27 
	 45,786.87 

	12345
	State of AZ
	1234 Main St
	S5631922
	1/1/2011
	420811
	Shipped             
	9701-0148nr1
	AUTODESK 
	AUTOCAD RASTER DSGN 2010 SUB RNW 1Y
	23
	     228.01 
	 5,244.23 

	12345
	State of AZ
	1234 Main St
	S5631922
	1/1/2011
	420811
	Shipped             
	9701-7002nr1
	AUTODESK 
	NAVISWORKS MANAGE 2010 SUBS RNWL 1Y
	2
	  1,199.79 
	 2,399.58 





PCMG can also provide a powerful tool for tracking customer license information. The Software License Asset Management (SLAM) tool for contractual licenses supports Microsoft Enterprise Agreements, Open Value Licensing and Microsoft Select; Computer Associates Master License, Open Licensing and Government License programs; as well as Adobe’s CLP, Open Options and TLP. SLAM is agreement‐driven and will track purchases under a specific agreement, calculate points, and send out reminders one, two or three months before an agreement expires. The license purchase tool in SLAM can keep track of all your license purchases from PCMG for every vendor. This online tool shows all license purchases from the last three years, including which licenses are currently active. Just like with the contractual license tool, reminders will be sent 30, 60 or 90 days before a license expires.

5.	Explain your method of ensuring a PE will receive and can provide proof of licenses. Include in your response:  
· Describe how you provide a Proof of License certificate to a buyer. Also, provide sample(s) of a Proof of License such as you would provide. 
· Explain your method of retaining back-up copies of Proofs of License; and how, and how quickly, you could provide duplicate copies as needed.
· Describe how you partner with a PE to demonstrate accuracy of licensing information to a publisher (e.g., True Up). 

Email confirmation would vary by vendor. Many vendors or distributors provide email confirmations directly to the customer. Some only upload the purchase to a secure customer site. Many publishers, such as Microsoft for example, no longer send electronic confirmation certificates within the Select and EA programs. However, PCMG validates all invoices which serve as the license confirmation and can include on all invoices product descriptions, quantity of licenses ordered per product, the agency’s PO #, and the business unit that placed the order. All license keys are forwarded to the administrator of the customer’s enrollment for security purposes. The administrator is the keeper of the keys. PCMG can assist the end‐users retrieve the license keys through Microsoft. The Account Executive would get on the phone with the end‐user, who would need to be able to provide the enrollment number and the application for which they would need the key for along with the administrators email address. Once Microsoft has confirmed the information an email will be sent to the administrator with the license key information.
The license confirmation emails are stored on our exchange server accessible by the licensing team. Currently we keep 3-6 years worth of confirmations depending on the vendor. Some manufacturers and distributers also offer “reprints” of license confirmations (which act as proof of license). For vendors that store them on a secure customer site, assistance can be provided to retrieve the proof of licenses as needed. 
For Microsoft licensing we can engage with MS for a paid (by MS) SAM (Software Asset Management) engagement which will  provide a screen shot of what they have installed versus what MS shows they are licensed for.  Other vendors would have similar programs.

6.	Describe how you work with a PE and publisher to maximize the Entity’s value in obtaining products and services under this contract. Description is to address, but is not limited to, the following:  
· Working with a PE and a publisher to assist the Entity in best managing their volume or enterprise license agreements. 
· Working with a State and publisher to maximize the leverage created by the total sales volume from a State and its cooperative partners to ensure best value to all PE’s.  
· Working with a publisher to maximize the leverage created by the total sales volume overall resulting from this contract.
· Working with a PE and publisher to obtain the best quote on a high volume purchase.  
· If, and how, you use historical purchase information to provide targeted assistance to a PE.  
· Assuming a software configuration is not within the knowledge or authority of your organization, describe how you could   assist a PE in finding a solution (i.e., helping PE obtain needed configuration assistance from the publisher or designee.)  Explain how you would ‘price out’ such assistance.  
· Explain the training you could provide (other than online tutorials) to assist PE’s in using this contract and obtaining best value from it. 
 PCMG audits our contractual customers’ sales by publishers to help customers and publishers best manager their licenses. This audit provides details on current customer environment as well as engaging the PE and the Publisher to determine the best path for growth within the customer’s environment. PCMG conducts monthly calls with our Tier 1 publishers to determine the needs of our customers based on volume. PCMG utilizes these conversations to establish a marketing structure that best suites the needs of the customer, whether it means on site visit, dedicated call campaign, or a monthly webinar to discuss best practices as examples. These audits also allow PCMG to engage with the publishers to determine if any additional price breaks or services can be provided to the customer as a result of the volume from the contract. 
As an example, in the case of Microsoft, additional training vouchers can be provided at no additional charge to the customer based on volume of sales. Historical information is used to determine whether any additional complimentary publishers would be a good fit based on current needs as well as allowing PCMG to work with the publishers to determine a more cost effective solution than might be currently in place. When PCMG has no specific knowledge or authorization from a specific publisher in place, PCMG utilizes a referral program with specific partners to ensure the customer is not left looking for a means to facilitate their current wants. In the case of MS, PCMG would input the customer’s needs into a portal and it would be facilitated by MS to route it to a complimentary partner so as not to create issues for PCMG and/or the customer. This is a service that is provided to the customer at no additional charge. Training in the use of the contract and obtaining the best value can be provided by working closely with the publishers and setting up Webex trainings that walk the PE’s through the requirements of the contracts as well as the benefits from using the contracts. PCMG has seen enormous benefits from this approach as it serves as the best medium between the customer, PCMG and the publishers in determine the responsibilities’ of all participants along with providing deeper understanding of the program at large. 

7.	This contract has a maximum life of five (5) years, the technology field is a fast evolving one, and the potential volume under this contract is beyond any single entity contract.  
· How would you improve the value of this partnership, over time, during the life of the contract?
· We require the successful contractor(s) to retain publisher certification levels, to improve upon them, to work to reduce their costs to obtain publisher products, etc. Explain your processes to meet these requirements. 
· How would you partner with the Procurement Officer and Participating States to adapt to changes and keep the contract viable?
· As this is a contract which is expected to be used by many states, there is potential for a level of value and partnership – considering market information, volume, extended relationships with publishers, shared standards, etc. – beyond that provided by a single State or PE contract.  What extra services or value do you feel you could provide given this expanded user and volume base?  

As a nationally recognized provider of information technology solutions and services, PCMG has strong partnerships with all of the leading manufacturers in the industry as well as many niche technology developers. Our long term vision and strategic plans are developed through joint business planning sessions with these key industry partners. Through open communication of customer processes and needs, market analysis and trend identification, and technology roadmap exchanges, we design our product offering, programs and resources. This allows us to be well positioned to support emerging technologies and industry standards. PCMG provides its government and education customers one of the most comprehensive software offerings in the industry, which includes products from over 500,000 software titles from over 1000 software publishers and supports the licensing programs of over 400 Publishers. Additionally, we offer organizations the most comprehensive software licensing solutions from Microsoft, Adobe, Symantec and many others. For example, PCMG is an approved Adobe large account reseller and is authorized to participate in the Adobe Open Options Contractual License Program for Education. Also, Microsoft is a top tier business partner of PC Mall and PCMG. We are a Microsoft Gold Certified partner with competencies in both Licensing Delivery and Software Asset Management. Additionally, we are an Authorized Education Reseller, an Enterprise Software Advisor, a Large Account Reseller, a Small Business Specialist, a Services Solution Advisor and a Government Integrator. PC Mall is classified as one of a select group of Service Solutions LARS offering a fully integrated end‐to‐end customer experience. Consequently, PC Mall is taking a leading role in developing complete customer solutions. This designation is based on Microsoft’s recognition that we represent strength in our ability to support customers with emerging technologies and industry standards.

Software is one of the largest product categories of the PC Mall family and represents more than 15% of our total revenue. PCMG has the expertise to help navigate the complexities of dealing with multiple software products and license agreements. Our pre‐sales and post‐sales support teams have the required technical certifications and experience to readily assist you in recommendations, deployments and migrations to new versions. PCMG offers a full range of products, services and additional resources that will result in value‐added benefits for your organization. When you request a quote for a product, we provide pricing for all available licensing options, and recommend the most cost‐effective solution for your organization. PC Mall will always advise you when it makes sense to increase an order quantity in order to qualify for the advantages that volume licensing brings.


The PC Mall Gov Advantage

· A dedicated team of software licensing specialists with years of experience working with major software licensing programs
· Expert pre‐sales assistance and ongoing software management support
· Program details and pricing for all vendors who offer volume licensing
· Volume licensing compliance that reduces your liability exposure
· Cost savings—we recommend the most cost‐effective solution for your requirements and keep you informed of all volume and contractual licensing options
· Trusted relationships with software manufacturers resulting in dedicated cooperation and responsiveness to the needs of PC Mall and our customers
· Technical expertise and quality control Together, all of these benefits add up to significant savings in both time and money for your organization.

By understanding our manufacturers roadmaps as well as the roadmap of our customers, PCMG has the industry experience and expertise to coordinate with the manufacturers on coming up with the right product mix for our customers environment today as well as in the future. We continually reach out to our customers through webinars, tabletops, vendor shows and basic good old fashion phone calls to ensure that we are constantly providing the latest information about our manufacturers. This also serves as a benchmark to see where we are proficient and where we can better service our customers. If the need arises, we can bring to the table a contracts team with 20 years of industry experience, to reassess the needs of the contract to make sure that it is viable.


Our Account Executives attend comprehensive training that is ongoing to ensure they have full understanding of manufacturer’s government and educational programs and offerings. All of our training is conducted in close partnership with the manufacturers whose products we well. Supporting our sales teams is a group of knowledgeable licensing specialists and product champions who are expert in software licensing and the individual manufacturers and product lines that we offer. Customers will have available software licensing specialist(s) certified by the leading vendor licensing programs. Our product champions are also available to assist our customers in determining the most appropriate solutions for their organizations. Below is a sampling of the software expertise available at PCMG:

	Position
	Team Member

	Senior Licensing Manager
	Tim Ryan has over ten years of software licensing experience. He is an expert on all the Microsoft contractual programs and works closely with the selling organization and our customers to make sure we present the best program for the particular customer's needs. Tim has recently taken over licensing operations for all licensing vendor.

	Licensing Buyers
	Elizel Penaflor, Catherine Roque, Mylene Pillas, Shena Abris, MaryAnn Bernardo and Yolanda Andaya: this team includes many experienced volume licensing professionals

	Licensing Manager 
Microsoft Contractual Licensing
	Valerie Saunders is an expert on all Microsoft  contractual programs and ensures that operational and contractual processes are as smooth as possible. 

	Microsoft Contractual Licensing/Post-Sales Support Manager
	Andre Reaves has five years of experience on Microsoft contractual licensing and twelve years of computer industry experience. He has been trained not only on SELECT and EA but all the various programs. He is tasked with ensuring that customers are aware of the benefits that come with contractual licensing and are taking advantage of them (Software Assurance Benefits such as training vouchers).

	Microsoft Business Development Manager
	Evelyn Sanchez-Roberts has fourteen years industry experience.  She is working toward her Microsoft Licensing Specialist certification.  She is a pre-sales resource for our customers and sales people to answer product and program questions with all Microsoft’s solutions.    

	Position
	Team Member

	Microsoft Business Development Specialist
	Lisa Moynihan has five years of Microsoft Experience and several years industry experience. She is a Certified Microsoft Licensing Specialist and is working toward additional Microsoft Certifications. She is a pre-sales resource for our customers and sales people to answer product and program questions with all Microsoft’s solutions.    

	Microsoft Solutions Architect
	Danny Long, our Microsoft Champ, has nine years of industry experience and six years on the Microsoft line. Danny is a certified Microsoft Small Business Specialist, a Microsoft Certified Systems Engineer and a Microsoft Certified Professional. Danny's in-depth knowledge of Microsoft's products and programs allows him to assist customers on both technical and program questions. 

	Microsoft Enterprise Software Manager
	Greg Lendon has over ten years of software licensing experience. He works closely with the selling organization and our customers to make sure the customers know how to optimize their software purchases while staying compliant. Greg has team members across the country able work with customers on license reconciliation and software optimization.

	Microsoft Enterprise Software Specialist
	Christine Swider has over ten years experience in selling software licensing agreements.  Christine is a Microsoft Certified Professional for Licensing Delivery and Software Asset Management. She consults with medium and enterprise level customers on their available licensing options and helps them to choose the option which best meets their specific needs. 

	Microsoft Enterprise Software Specialist
	Anna Takai has over ten years experience in selling and supporting software licensing agreements.  Anna is a Microsoft Certified Professional for Licensing Deliver.  She consults with medium and enterprise level customers on their available licensing options and helps them to choose the option which best meets their specific needs. 

	Microsoft Enterprise Software Specialist
	Chris Hay has many years’ experience in selling and supporting software licensing agreements.  Chris is a Microsoft Certified Professional for Licensing Deliver.  He consults with medium and enterprise level customers on their available licensing options and helps them to choose the option which best meets their specific needs. 

	Adobe Business Development Specialist
	Rayna Lang, our Adobe Champ, has nine years of industry experience, seven years of Volume Licensing experience, and two years on the Adobe line. She is dedicated exclusively to Adobe products and services, specializing in Licensing Programs. She is a pre-sales resource for our customers and sales people to answer any and all product and program inquiries.

	Symantec Business Development Specialist
	Walaa Al-Saadi has several years of experience around volume licensing. She has been trained on all the Symantec licensing programs and products and is a pre-sales resource for our customers and sales people to answer product and program questions. She reviews all Symantec licensing orders to make sure they are in compliance with Symantec licensing rules and regulations and represent the best solution for the customer and works closely with our technical pre-sales support people as well.

	Position
	Team Member

	CA Storage Business Development Specialist
	Kirby MacQuarrie is the newest member of the software team.  He is currently working on his RMDM accreditation training, and will be able to assist all customers with the CA ArcServe product line.

	CA Security Sales Manager
	Susanna Kuhn has been in the IT industry for four years. She is fully certified in Security (AV, AS, Threat Manager and Threat Manager Total Defense. Susanna can assist customers with conference calls, demo’s and trial installs. She is well versed in the Security Software category.

	IBM Software Business Development Specialist
	Jeremy Tilner has several years of industry experience and is an IBM Software Certified Sales Professional. He is a pre-sales resource for our customers and sales people to answer product and program questions around the IBM Software solutions including Tivoli, Lotus, Domino, DB2, Websphere and Rational.

	VMWare Business Development Specialists
	Oscar Robledo, Jeff Jackson and Anthony Barkhordar have many years of industry experience. Both Oscar and Jeff are VMWare Certified Professionals (VCPs) and all three are VMWare Certified Sales Professional (VSPs) and VMWare Certified Tehnical Sales Professionals (VTSPs). They are pre-sales resources for our customers and sales people to answer product and program questions around virtualization and the VMWare solutions.

	Autodesk Business Development Specialist
	Justin Verrall has seven years of industry experience and is a pre-sales resource for customers and our sales teams on the Autodesk line.

	Trend Micro Business Development Specialist
	Andrew Starck has several years of industry experience and is a Trend Micro Certified Sales Professional. He is a pre-sales resource for our customers and account executives to answer Trend Micro product and program questions.

	Software Marketing Manager
	Adam Tomeo has over six years of computer industry and software marketing experience. He has an experienced team able to assist him in making sure our customers are aware of product and program changes for software.

	Licensing Manager
	Daryl Baltz has several years of industry experience and has recently been brought on board to assist with supporting the sales organization with Tier 2 and 3 licensing vendors.

	Microsoft Marketing Manager
	Kellie Czaplewski has over eight years of industry experience.  She has an experienced team able to assist her in making sure our customers are aware of product and program changes for Microsoft.

	McAffee Business Development Specialist
	Mathieu Moffatt has several years of industry experience and is a McAffee solutions specialist. He is a pre-sales resource for our customers and account executives to answer McAffee product and program questions.




8.	What performance measures would you establish to ensure yourself and users of this contract that you are, at a minimum, meeting the requirements of this contract, providing cost-savings solutions, and realizing a high level of customer satisfaction. Describe your methods of defining and tracking your performance against specific measurable objectives. Provide copies of any reports you may have developed that communicate your performance levels to customers.  

PCMG measures its success on 3 levels, awareness, volume/productivity and service. Awareness is measured by how we go to market to promote the contract. PCMG has a dedicated inbound/campaign team that will call into the State and evangelize the contract to ensure all qualified agencies are participating in the contract and helping people enroll in the contract. Volume/Productivity is measured by the actual sales that are generated through this contract by making sure all account executives are driving their clients to utilize the contract when discussing any and all software needs. Service would be measured by the number of customer escalation requests that get to the Senior Sales Manager and above. By constantly training our staff on the rules of engagement and validating the levels of service, we can minimize the number of issues that might arise. 

9.  	We have requested information about optional reports (Question #4), about functions you could serve to assist in more complicated configurations (Question #6), and in providing extra value possible given the potential magnitude of this solicitation (Question #7).  Please use this item as an opportunity to describe other value-added services you can provide that were not specifically required in this solicitation, but are consistent with its intent. Please advise the cost for the services you describe in the Offeror – Pricing attachment, or advise if they are included at no additional cost.  

With over a decade of experience in volume licensing, PCMG has resources in place to assist customers to develop software strategies to fit current situations and for future growth. We retain a staff of specialists with unparalleled expertise in specific manufacturer’s volume licensing programs that can be disseminated to our Account Executives. These Product Champions and Licensing Specialists are available to assist in determining the most appropriate solutions for our customer’s needs. Training is available at the implementation stage to help customer initially enroll into the licensing programs. Once enrolled, the Customer can then call either their dedicated account executive or one of our in house certified license specialists to assist in choosing the right products or solutions for a particular project. Our licensing specialists and account executives are all well versed in the software programs and can even leverage the software manufacturer field representatives to answer all questions regarding this contract. PC Mall Gov, Inc. provides a toll‐free phone number, which is available Monday through Friday 8:00 AM – 5:00 PM (PST). PCMG can also provide quarterly Sales Tool Kits to educate the customers on the many products and features provided by the software manufacturers. PCMG is also willing to setup monthly or quarterly calls to ensure that the contract is being handled adequately and to discuss any changes to the licensing program.

PCMG utilizes many manufacturer‐hosted webinars to help train customers as well as staff on the latest in programs and applications and encourages customers to take part in these webinars whenever available. PCMG can educate and inform the agencies of the product abuse liability and manufacturer auditing requirements with each enrollment by a few methods. One process is to use our in house post sales administrator to assist each enrolling administrator of the site where all licenses and keys are managed. By training this individual on the levels of access to key information, the administrator will be able to minimize the abuse of product keys and licenses by unauthorized individuals. PCMG will use a monthly newsletter covering the latest in product information to further educate The State customers. Additionally, it will cover security measures that manufacturers are taking to crack down on product abuse. PCMG will work with all enrolling agencies to ensure that everything is accurate and compliant. In addition to sending electronic monthly newsletters, PCMG also conducts a monthly LiveMeeting call for some current software customers. Promoted via PCMG’s Monthly Newsletter and website, these sessions are hosted by PCMG and are designed to be real worked “on the job” instructional sessions on using specific applications products in the public sector environment. The intent of these sessions would be to offer methods for integrating the technology into day‐to‐day functions.


What PC Mall Gov can do for you

· Do Infrastructure Optimization (IO) Assessments for your organization.
· Roll out a Software Asset Management (SAM) assessment to ensure compliancy.
· Provide professional services around Virtualization, desktop deployment and
· reducing the total cost of ownership
· Support integration in Customs Configurations, Image Management.
· Our Pre‐Sales Support, provides consultations and technology audits.
· Raising the level of service by having qualified resources provided support


PCMG currently uses internal CRM software that maintains our customer database for the entire company. Within this database we can capture the various software publisher requirements by agency. PCMG will gladly comply with the wishes of the State as to what type of information needs to be captured.

PCMG offers an extensive background in business automation through electronic transactions and processes. We have embraced a technological approach to solving everyday inefficiencies for our customers as well as our own internal processes and business systems. We have developed several end‐to‐end e‐commerce systems, including back‐end communication systems between both our customers and our vendors. We have implemented several significant enhancements to our internal business systems. These improvements support more efficient and error‐free processing of orders from maintenance of product catalogs, quoting, order entry, delivery, and customer service. Error checks and reporting are integral to all of these processes, and have been implemented across all parts of the PCMG organization. The PCMG business system has been designed to ensure accurate quoting and ordering within the contract specified terms and conditions and generates a contract specific quote. Our system allows for tracking of orders from the quote preparation through shipping and invoicing. The PCMG Business System captures information unique to each order and has been providing comprehensive customized contract sales reporting for our state, local and federal customers such as the Virginia Information Technologies Agency (VITA), GSA and NASA SEWP. The flexibility and configurability of our system allows us to generate a variety of reports containing detailed, order specific data in a range of formats including: textural formats, EDI, XML or other format requirements that may evolve through changing standards. Because PCMG maintains the application development staff, hardware and hosting environment and an extensive track record in electronic commerce systems, there are no inherent limitations of implementing and executing to any conceivable report specifications and requirements.

Order status will be available via telephone and email to Account Executive or through the Corporate Access Page (CAP ‐ dedicated customer business unit corporate web site). If an issue arises with your order, for instance, manufacturer product changes or ETA date changes, you will be notified of by your account executive the same day. All Purchase Orders received are forwarded to our credit department for verification of authenticity. The Purchase Orders are then maintained in a central database. If a Customer wishes to reconcile or verify any Purchase Order, the request can be made by phone, email or by logging into the customer CAP site. The information will be available under Order History. If the Customer wishes to receive tracking information from our shipping partners (UPS, FEDEX), the request can be made by phone, email or by logging into the CAP site. The information will be available under Order Tracking. Order confirmations can be sent by email, by phone call or by fax. Confirmations will be sent as soon as we process the order.

The email notification is an automated notification that can be turned off if the agency prefers to receive hard copy or verbal confirmations. If an issue arises with your order, for instance, manufacturer product changes or ETA date changes, you will be notified of by your account executive the same day.


PCMG’s 2500 employees hold over 3500 technical certifications in software & licensing; servers & storage; systems & peripherals; networking & security and power & infrastructure along with numerous professional certifications including CPAs, Program Management and Contracts Professionals.

Microsoft Certified Professional— Internet, Windows NT, TCP/IP and IIS • Cisco Certified Network Associate • Compaq Accredited System Engineer • IBM e‐business Solution Advisor • Apple Certified Technicians • CompTIA’s Network + Certified Professional • hp STAR Network Connectivity Professional • 3Com Wireless Preferred Partner • Oracle Sales Champion • Checkpoint Security Administrator • CA Certified Sales Specialist—BrightStor and eTrust • SonicWALL Certified Sales Expert • Snap Server Level II Certified • ACE (Adaptec Certified Engineer) • Citrix Certified Administrator MetaFrame 1.8 Administration • Master ASE StorageWorks • McAfee Certified Professional • Master Novell Certifi ed Network Engineer (CNE)—NetWare, NT Integration, Messaging • CNE 5.x • Certified Novell Administrator (CNA)— Intranet, NetWare 5, GroupWise 

An additional benefit derived from our industry relationships is PCMG’s exposure to new and advanced technologies. The OEM Business Managers will monitor technology transfer from vendor partners to PCMG and to our customers and will ensure that the PCMG Technical and Sales Staff can provide long term support and expert advice on products and solutions. Business Managers will ensure that new technologies are cost effective and meet industry standards and will continually assess each vendor partner’s potential contribution to e‐business and e‐government initiatives. Additionally, the Business Managers work closely with OEMs to ensure our customers benefit from promotional discounts, volume purchase incentives, technology trade‐in or upgrade discounts and special “try and buy” programs for the evaluation of new technology.

PCMG currently accepts order by email, telephone, facsimile and online.

PCMG requires the following on all Purchase Orders (PO):
1. Billing Address
2. Shipping Address
3. Net 30 Terms
4. Appropriate Signatures
5. Purchase Order Number
6. Price Total

PCMG requires the following for all Procurement Card/Credit Card Purchases:
1. Correct Billing Address
2. Correct Shipping Address
3. Correct Credit Card Information
4. Shipping/Contact Name

The process for purchasing licenses from PCMG is rather simple and can be completed using a multitude of venues.

1. Customers are provided with a monthly price list that indicates clearly what their price is for specific licenses, media and documentation for that specific month.

2. Customers then formulate their own purchase orders or credit card orders based on the quantities and licenses required.

3. Customers can also call to one of their dedicated account executives who can provide a formal quote.

4. Once the order is completed and ready to be processed, the customer may place the order in a multitude of ways
a. the order can be faxed to their dedicated account executive
b. the order can be emailed to their dedicated account executive
c. the customer can verbally provide a PO # and the order can be placed over the phone (Verbal Agreement must be completed in order to utilize this method)
d. the customer can place order via credit card via any of the above listed methods.

5. After the order has been received, either the account executive or our dedicated order entry person will process the order.

6. Once the order has been entered into the system the order is then forwarded for final processing with our in‐house licensing team.

7. Licensing team will place the order via a secure website.

8. Once processed the confirmation will appear on and an invoice will be printed within 2 days of the order processing.

9. The invoice will serve as a copy of the license due.

10. Once an order is entered through PC Mall’s system, an automated credit check or credit card verification is performed and, if approved, the order is electronically transmitted to the warehouse, where a packing slip is printed for order fulfillment. Orders fulfilled by certain distributors linked electronically with PCMG are transmitted directly to their warehouses via electronic data interchange (EDI). Using its distribution center, Virtual Warehouse links, and award‐winning web site approach, PCMG can provide customers a complete electronic commerce transaction center. PC Mall’s purchasing system identifies activity at the LINE ITEM level and will associate all purchases (at the line item level) with a customer. Activity captured includes customer billing address; customer “ship to” address; manufacturer part number; sell price and quantities ordered. In addition, history of each order is captured including order date, ship date and invoice date. The same systems are utilized across the corporation for purchases that are directed to our distribution partners as well as orders that are shipped out of PC Mall inventory in Memphis. This integration of systems ensures that our quotes match our orders; that our invoices match customer purchase orders and packing slips; and that shipping information is accurate.

Online Software Ordering Process

In addition to the support team that will be in place for eligible The State customers, PCMG offers contract ordering from www.pcmallgov.com through our web‐based online Corporate Access Pages or “CAP Sites”, a customized, password protected site that allows authorized users to order directly from the web, track orders and maintain a history record of ordering activity. Instructions on how to place orders through the contract will be detailed within this site. There will also be instructions on how to obtain media and documentation, as well as costs for all applicable and available media and documentation. A listing of support team members will be available with all contact information including name, email address, telephone and fax numbers. Product information will be listed, as well as links to manufacturer’s web pages. All pricing will be updated monthly in conjunction with vendor’s monthly changes. Any changes in the support team will be posted within twenty‐four (24) hours. Product information updates will be posted as they become available. 

PCMG offers personalized access to online ordering via a customizable website. Customers can securely place orders online through the custom website. Customers can use both credit cards and/or purchase orders when placing online orders. The site administrator can regulate the levels of authority on the website to minimize any security issues. PCMG will ensure that monthly price updates are maintained online for a seamless and efficient ordering experience. PCMG ensures accuracy in processing of software orders by a 3‐tiered screening before processing the orders with the manufacturer. The orders are entered by the Program Manager and then sent to the manager for review. The manager then reviews the orders and forwards them to the licensing team for the 3rd review. Once the orders have been review and confirmed, they are placed with the manufacturer. If an issue of invalid licenses arises, PCMG will quickly work with the manufacturer to remove the incorrect licenses from the customers’ account. By working closely with the administrators of each enrollment, PCMG can ensure that any and all discrepancies will be handled quickly and efficiently.

PCMG will provide UPS Ground Delivery for all non‐license products to The State customers at no charge. All orders placed for non‐license products will be delivered within ten (10) business days of order received and accepted by PCMG, provided there are no manufacturer delays, uncontrollable delays due to weather conditions, or revisions needed to be made to an order to maintain customer compliance. Any requests to expedite delivery will warrant an additional charge to be disclosed prior to processing any order.


Returns

In accordance with the manufacturer’s return policies, PCMG will accept license returns for up to thirty‐ (30) days. In the case of license returns, manufacturers may require a Letter of Destruction to ensure that licenses have not been activated and will not, in the future, be activated.

The PC Mall companies employ over 600 technical personnel ready to support pre‐sales requirements analysis, design and configuration assistance and post‐sales requirements including installation, implementation and managed services. Our team is certified in software & licensing; servers & storage; systems & peripherals; networking & security and power & infrastructure along with numerous professional certifications including CPAs, program management and contracts professionals.

The core competencies of the services organizations include:

· Lifecycle Management
· Distributed Computing
· Network Infrastructure
· Enterprise Systems & Storage
· Enterprise Security
· Enterprise Software
· Software Licensing
· Maintenance and Support

PCMG anticipates that most licensing, order, and customer service questions may be handled telephonically, through electronic mail or on‐line. Our mission is to ensure that every customer’s experience with PCMG is one that will leave a lasting impression. The dedicated The State Account Team will commit to effective and efficient communication and will facilitate two important goals: understanding customer expectations and good communications. An extensive PCMG contact information list will be made available to each State including telephone numbers, email addresses and the PCMG 800 Customer Service Center number. 

As previously described in Section 4.b PCMG commits to:

· Dedicated Account Manager & Back Up
· Toll free phone number for ordering and support ‐ (800) 625‐5468
· Dedicated email address for support and ordering (i.e. WSCA.Software@pcmallgov.com)
· Updated software pricing ‐ 5th business day of each month for major suppliers
· Hours of Customer Support‐ 8:00 AM PST – 5:00PM PST
· Call Back for all support issues‐ two (2) hours from receipt of call
· Assistance with Enrollment Paperwork
· Order Processing‐ within twenty four (24) hours of receipt
· Confirmation email of all orders processed ‐ including PO number and PCMG order number
	 
PCMG 	WSCA – Software Value Added Reseller
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Software License Asset Manager and 
License Purchase Tracker



SLAM - online resource designed for customers to help streamline and simplify their software license management

LPT – tool within SLAM that allows customers to track individual license purchases and expiration dates





Software License Management in One Convenient Place 

We realize that software license compliance can be one of the most time-consuming and aggravating IT tasks. That’s why PC Mall has brought you an online tracking tool to simplify your license management. 

 

You can track your licenses two ways within SLAM - by order or by agreement. Your PC Mall licensing orders are automatically uploaded into the license tracker and you can also upload other licenses to see your complete inventory of licenses.
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License Purchase Tracker allows you to see complete inventory of licenses

Full license inventory is listed with the ability to sort by expiring licenses in the next 30 or 60 days, current licenses and all licenses including expired ones. We provide color coding for more visibility of licenses that will soon be expired.
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An alert email will automatically be sent at the beginning of each month with a list of all licenses that are expiring in the next 30, 60 and 90 days. Email recipient can be added or removed at any time by the CAP site administrator
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Details of each license can be input in the text field along with choices of renewal options.  You can specify that is was renewed with PC Mall, renewed elsewhere, not going to renew, or not renewed yet.  All options except “Not Yet Renewed” will suppress both color coding on License Tracker page and alert email
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You can view any of the standard reports; Software Summary, Vendor Agreements, and Agreement Points Report.
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Once you have run a report you can click on any column header to sort your results or download your results in Excel or view a printer friendly version.
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SLAM also gives you the flexibility to create custom reports.
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Your custom reports can be for just a specific vendor or program, and you can also filter the data fields the report will display.
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With SLAM you can Schedule both standard reports and custom reports to run and deliver to an email address on specific days of the week or dates of the month.  You can customize which reports are run and what email address the report is sent to.
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SLAM also gives you a tool to manage your Agreements

Data for purchases through Mall will automatically be entered when an agreement number is assigned.

When you have multiple agreements you are able to sort by any column header.

You can view points on an agreement, as well as view and edit agreement details.

You can also view order details by agreement, or add orders purchased elsewhere
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